





Editorial Index—1988 


by author. 
The editors hope this will be a valu- 


able reference tool for dealers and | 


others who are researching certain 
topics or who are simply trying to re- 


locate an interesting article to pass on | 


to a colleague. 


This index is an annual feature of | 


Automotive Executive. 


Subject 


Aftermarket/Accessories 
The “‘Miami Vice” Look; Aug., 27. 


Body Shop 
Your Place or Mine; Sept., 30. 


Computers 

In the Company of Computers; 
Sept., 26. 

On-Line Satisfaction; Jan., 16. 


Customer Satisfaction 
CSI: The Magic Formula; Nov., 40. 


Dealership Management 

Buying Your Next Dealership; Aug., 
35. 

Dealership Telecommunications; 
Dec., 22. 

Don’t Grow Broke; Aug., 43. 

Expense Control; Aug., 33. 

For Land’s Sake; March, 12. 

Follow the Fleets; Feb., 38. 


Locking into Lower Rates; April, 18. | 
| NADA’s Legislative Affairs; Nov., 20. 


Sizewise; July, 28. 

20 Groups; Jan., 6; Feb., 8; March, 
9; April, 9; May, 9; June, 8; July, 
8; Aug., 40; Sept., 7; Oct., 9; 
Nov., 7; Dec.,10. 

What Going Public Really Means; 
Nov., 22. 


he following is a list of all arti- | Dealer Attitude Surveys 


cles appearing in Automotive | And the Survey Says; March, 50. 
Executive magazine in 1988, | 
first by subject matter and then | 
| Dealer Profiles 


| Celebrity Dealers; April, 14. 


The Results are In; Sept., 18. 


Payton’s Place; Jan., 24. 
Winning Strategies; July, 32. 


Finance and Insurance 
Powerful Pay Plans; April, 22. 
Why F&I?; Oct., 30. 


_ General Interest 
| The Best and Worst of 1988; Dec., 


28. 


| The Broker Connection; June, 14. 
| Designs That Shine; May, 12. 

| Fast-Four Flashback; Feb., 58. | 
| Fortune-Makers, Fortune-Breakers; | 


July, 14. 


| Jelly Beans, Boxes, and Flying Pota- | 


toes; Oct., 24. 


| Made in the U.S.A.; June, 24. 


One Style Fits All; May, 18. 
The Politics of Driving; May, 26. 
The Proof is in the Pump; May, 34. 


| Shake, Rattle, & Roll; Feb., 76. 


Tomorrow’s Technology; Dec., 36. 


| United They Stand; March, 46. 


What’s Ahead for 1989; Dec., 14. 


Legislative, Regulatory, and 


| Government Affairs 


All the President’s Men; Sept., 34. 


| Another Twist; Jan., 11. 
| Automakers as Lobbyists; Part I, 


Nov., 14; Part II, Dec., 32. 


| Chemical Reaction; April, 28. 
| Gray Market Sings the Blues; June, 


30. 
Waste Not, Want Not; Feb., 94. 


Manufacturers 

Audi Fights Back; Oct., 14. 
Bloc-Busters; Jan., 20. 
Buick’s Booster; Sept., 38. 











Champagne Gone Flat; June, 20. 
Conquering the Midwest; Nov., 26. 
A Distinctive Duo; May, 22. 
Diversified Interests; July, 22. 
The Go-Betweens; Sept., 12. 
Japan Meets the Fleets; Oct., 18. 
The Man Behind Mitsubishi; Dec., 
40. 
Pontiac’s Protagonist; March, 16. 
Staying There; Feb., 42. 
To Soar With Eagles; Feb., 52. 


Marketing and Advertising 
Effective Advertising; Aug., 38. 
The Image-Makers; July, 36. 
Marketing By Design; Nov., 32. 





| Playing By the Rules; May, 28. 


NADA Commentary 
Bitter Medicine; Oct., 5. 
Eyes Wide Open; May, 5. 
Fuel Volatility; Jan., 5. 


| Into the Fog; Feb., 7. 
| Not So Distant; July, 4. 


Politically Speaking; Nov., 4. 
Prologue; March, 3. 

Risk and Reward; April, 4. 
Tomorrow is Another Day; Dec., 4. 


| Your Turn; Sept., 4. 
| Who Pays?; June, 4. 


NADA Convention 
Let the Show Begin; Feb., 16. 


Project 2000 
Project 2000: The Initial Findings; 
March, 20. 


| Sales 
| Creative Prospecting; Aug., 53. 


| 

| 
| Sales Training; Aug., 58. | 
Securing the Sales Force; Feb., 86. | 
Strategic Selling; Aug., 56. 
Which Niche?; Feb., 66. 


Service Contracts/Warranties 
Corrosion Erosion; March, 54. 
Extended Warranties; June, 28. 


Service Department 

Avoiding Warranty Audits; Sept., 49. 

Electronic Wizardry; July, 40. 

Fixed Operations Survey; Nov., 55. 

GM Pro Shops; Nov., 36. 

High-Tech Demand; Feb., 46. 

Improving CSI, Part II; March, 3. 

Keeping Track of Parts; June, 46. 

Life in the Fast Lane; Feb., 80. 

The Positive Side of CSI; April, 55. 

Processing Service Complaints; Oct., 
49. 

Service Merchandising; Dec., 59. 

Service Personnel; Aug., 71. 
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Serving Up Winning Menus for Ser- 
vice and Parts; May, 59. 

Shipshape Service; Jan., 36. 

Steps to a Higher CSI; Feb., 5. 

Teams: How Do They Work?; Aug., 
73. 

Tuning Up Technicians; Oct., 39. 


Trucks and ATD 

Japanese Road Warriors; Feb., 62. 
Road to Reno; April, 30. 

Shining Navistar; April, 32. 

Truck Future; April, 34. 


Vans and Rvs 


The RV Industry Revs Up; Oct., 34. 


Brown, Woodrow 
Fast-Four Flashback; Feb., 58. 


Buss, Dale 
United They Stand; March, 46. 


Greenhaus, Douglas 

Chemical Reaction; April, 28. 

Gray Market Sings the Blues; June, 
30. 

Waste Not, Want Not; Feb., 94. 


Haynes, Ernie 
On-Line Satisfaction; Jan., 16. 


Jaffe, Charles A. 

Champagne Gone Flat; June, 20. 

Fortune-Makers, Fortune-Breakers; 
July, 14. 

Japan Meets the Fleets; Oct., 18. 

What Going Public Really Means; 
Nov., 22. 


Jaffe, Susan Biddle 
Marketing By Design; Nov., 32. 


Joffe, Ron 

Electronic Wizardry; July, 40. 
Shipshape Service; Jan., 30. 
Tuning Up Technicians; Oct., 39. 


Kelderman, Jake 
Truck Future; April, 34. 


Lardner, Richard 
The Proof is in the Pump; May, 34. 


Longsdorf, Robert 


The RV Industry Revs Up; Oct., 34. 


Maynard, Roberta 
Bloc-Busters; Jan., 20. 








| Buying Your Next Dealership; Aug., 


35. 


| CSI: The Magic Formula; Nov., 40. 
| Corrosion Erosion; March, 54. 
| Dealership Communications; Dec., 


22. 


| Diversified Interests; July, 22. 


For Land’s Sake; March, 12. 

GM Pro Shops; Nov., 34. 

The Image-Makers; July, 36. 

Life In the Fast Lane; Feb., 80. 
Locking Into Lower Rates; April, 18. 
Made In the U.S.A.; June, 24. 
Playing By the Rules; May, 28. 
Staying There; Feb., 42. 

To Soar With Eagles; Feb., 52. 


Mooney, Joan 
And the Survey Says; March, 50. 
Another Twist; Jan., 10. 


| The Broker Connection; June, 14. 


Conquering the Midwest; Nov., 26. 
Designs That Shine; May, 12. 
Follow the Fleets; Feb., 38. 

The Go-Betweens; Sept., 12. 


| The Man Behind Mitsubishi; Dec., 


40. 
The Results are In; Sept., 18. 
Road to Reno; April, 30. 
Sizewise; July, 28. 
Which Niche?; Feb., 66. 
Winning Strategies; July, 32. 


Muntz, Jim 


| Extended Warranties; June, 28. 


| ‘NADA Staff 
| What’s Ahead for 1989; Dec., 14. 


| Orme, Ted 
| All the President’s Men; Sept., 34. 


Audi Fights Back; Oct., 14. 


| Automakers As Lobbyists; Nov., 14; 


Dec., 32. 


| Buick’s Booster; Sept., 38. 
| Celebrity Dealers; April, 14. 
| A Distinctive Duo; May, 22. 


High-Tech Demand; Feb., 46. 


| Jelly Beans, Boxes, & Flying Pota- 


toes; Oct., 24. 


| The “Miami Vice” Look; Aug., 27. 


NADA’s Legislative Affairs; Nov., 20. 
One Style Fits All; May, 18. 

Payton’s Place; Jan., 24. 

The Politics of Driving; May, 26. 


| Pontiac’s Protagonist; March, 16. 
| Shake, Rattle, & Roll; Feb., 76. 


Your Place or Mine; Sept., 30. 


Phillips, Joe 


| The Best and Worst of 1988; Dec., 


28. 





Motivate your top 
wheeler-dealers. 
Send them to 
Harrah’s Lake 
Tahoe. America’s 
only Mobil Five-Star/ 
ysV Va oho DIF taalelare, 
Resort Casino. 
Interested? Call collect (702) 
588-6611, Ext. 2285, or write: 
P.O. Box 8, Stateline, NV 89449. 


ire’s where it slarts gelltrr good 


Harrahs _ 


Lake Tahoe Resort Casino 
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Reahard, Ronald J. 
Powerful Pay Plans; April, 22. 
Why F&I?; Oct., 30. 


Rondeau, Shelly 

Don’t Grow Broke; Aug., 43. 

Effective Advertising; Aug., 38. 

Expense Control; Aug., 33. 

Sales Training; Aug., 58. 

Service Personnel; Aug., 71. 

Strategic Selling; Aug., 56. 

Teams: How Do They Work?; Aug., 
73. 


Seaton, Michael 
In the Company of Computers; 
Sept., 26. 


Shreve, Mary Anne 
Creative Prospecting; Aug., 53. 


Smith, Bill 
Japanese Road Warriors; Feb., 62. 
Shining Navistar; April, 32. 


Wong, Kwok-Sze 
Securing the Sales Force; Feb., 86. 


Wright, Richard 
Tomorrow’s Technology; Dec., 36. 


| EXCLUSIVITY 


(Continued from page 45) 


| of about 200,000 people, the Adkinses in 
| July 1986 asked the company to allow an 
Acura dealership under the same roof 
| with its Honda outlet, which opened in 
1980. When Honda gave the go-ahead 
four months later, the Adkinses began 
constructing a new building with Acura’s 
prescribed corporate-office-park theme. 
As the dealership opened last year, the 
| Adkinses sold off their adjacent Isuzu, Su- 
baru, and BMW franchises to pursue the 
Honda-Acura project full-time. 

The outlet has the same carpet, wallpa- 
per, metal ceilings, and light-wood furni- 
ture throughout. Yet in the showroom, 
Hondas and Acuras are separated by a 
control console, couches, a huge chande- 
lier, and a marble fountain that holds 
12,000 gallons of water. Each side has 

| four separate entrances. 

There are separate managers for each 
make and for staffers who specialize in 
one or the other, says Steve Adkins, even 
though sales and service staffs are com- 
mon. And the Adkinses started out rou- 
tinely picking up Acura new-car buyers 
from quite a distance to get delivery of 
their cars—but not Honda buyers. 

Nevertheless, Adkins says, now the 
dealership chauffeurs customers of both 





makes—and that, perhaps as much as 
anything else, indicates how the family’s 
attitude is developing toward separating 
the two brands. 

“Whether you’re selling a car that costs 
$10,000 or $100,000, people are people 
and they all need to be treated the same,” 
says Adkins. ‘But their status changes. A 
couple could come in and buy a $6,000 
Civic, but five years down the road they 
could be making $150,000 a year and be a 
candidate for an Acura. You’d better try 
to hang on to people no matter who they 
are.” 

And what of Honda’s carefully formu- 
lated concept of segregating its Honda 
and Acura makes to give the more expen- 
sive cars a certain cachet? 

“We're still evaluating whether you 
lose that or not,” Adkins says. ‘The jury 
isn’t in yet.” 

Taylor, of Acura, sidesteps that very 
important concern and de-emphasisizes 
the importance of the Adkins experiment. 
“‘We said a year before this dealership was 
opened that it was a test,” he says. ““What 
they’re doing isn’t bad as long as it’s con- 
fined to small markets. But we’re not pro- 
ceeding generally in that direction.” 

Nevertheless, Ocala isn’t the only place 
that Acura already has bent its own rules. 
Golden Gate Cadillac/Acura, San Fran- 
cisco, offers Cadillacs and Acuras in sepa- 
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A PIVOTAL 


DIFFERENCE 


Most clear floor lifts with overhead beams 
require 12’ to 14’ ceiling height for installation. 
Not the new TOP LIFT™ from Benwil! The clever 
new design lets you pivot the overhead beam. 

It installs under a 10’ ceiling and still lifts a full 
size car to full working height. 

It has Benwil’s exclusive 90° lift columns that 
let you open the doors of more vehicles wider 





than any other lift. It also has automatic arm locks 
and many other high productivity, low maintenance 
features you won't find on any other lift. 

So whether you have low ceilings or just high 
expectations for the lifts you buy, send for the 
TOP LIFT™ brochure today. 


STOP LIFT= 
=] FL 


BENWIL INDUSTRIES, INC. 
< 1140 Sandhill Avenue, Carson, California 90746 
(213) 604-0779 (800) 421-2943 
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BENWIL MODEL GPOR-7R — 7000 LB CAPACITY 
Patent Pending 


NADA 
Booth 678 
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